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• C ash is  the  “cheapest” approach
� N ot pay ing  fo r risk  w he ther cred it o r

perfo rm ance

• A ll upgrade benefits  (cash flow s)
are  ava ilab le  im m edia te ly
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� L iab ilities (deb t)
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• C ustom ers can be com m ercia l,
industria l, o r ins titu tiona l

• C haracteris tics:
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� C ustom er ob liga ted  fo r fu ll loan  am ount

• C ustom ers can be com m ercia l,
industria l, o r ins titu tiona l

• C haracteris tics:
� O n-ba lance-shee t ob liga tion

� C ustom er ow ns the  equ ipm ent
� C ustom er ob liga ted  fo r fu ll loan  am ount



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

Lease V aria tionsLease V aria tionsLease V aria tions

• C ustom ers can be com m ercia l,
industria l, institu tiona l, o r governm enta l

• C ustom er ob liga ted fo r fu ll lease am ount

• C ap ita l lease is  on-ba lance-sheet

• O pera ting  lease is  o ff-ba lance-sheet

• C ustom ers can be com m ercia l,
industria l, institu tiona l, o r governm enta l

• C ustom er ob liga ted fo r fu ll lease am ount

• C ap ita l lease is  on-ba lance-sheet

• O pera ting  lease is  o ff-ba lance-sheet



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

M unic ipa l (Tax-E xem pt)
Lease
M unic ipa l (Tax-E xem pt)M un ic ipa l (Tax-E xem pt)
LeaseLease
• C ustom ers can be  pub lic  sector and

nonpro fit en tities

• C haracteris tics:
� P aym ents  m ust be  m ade regard less o f

equ ipm ent perfo rm ance

� Low est ra tes ava ilab le

• C ustom ers can be  pub lic  sector and
nonpro fit en tities

• C haracteris tics:
� P aym ents  m ust be  m ade regard less o f

equ ipm ent perfo rm ance

� Low est ra tes ava ilab le



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

W hen To  U se A  Loan /LeaseW hen To  U se A  Loan /LeaseW hen To  U se A  Loan /Lease
• C ustom er com fortab le  w ith  risks o f

cred it o r p ro ject perfo rm ance
• C ustom er accepts on-ba lance-sheet

ob liga tion
• C ustom er has a lloca ted  loan/lease

paym ents in  its  budget
• C ustom er’s  ex is ting  bankers  perm it an

increase in  debt

• C ustom er com fortab le  w ith  risks o f
cred it o r p ro ject perfo rm ance

• C ustom er accepts on-ba lance-sheet
ob liga tion

• C ustom er has a lloca ted  loan/lease
paym ents in  its  budget

• C ustom er’s  ex is ting  bankers  perm it an
increase in  debt



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S hared  S avings S tructureS hared  S avings S tructureS hared  S avings S tructure

C ustom er

Lender

C ontractor

S hare  o f E nergy
S avings

A ud its , C onstruction ,
M on ito ring , Long-T erm
R ela tionsh ip

D ebtD ebt
S erv iceS erv ice

LoanLoan

S E C U R E  FU N D IN G



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

S hared  S avings
(P erform ance) C ontract
S hared  S avingsS hared  S avings
(P erform ance) C ontract(P erform ance) C ontract
• C ustom ers can be com m ercia l,

industria l, institu tiona l, o r governm enta l
(federa l, s ta te , m un ic ipa l)

• C haracteris tics:
� Innova tive  approach
� P erfo rm ance  based

� O ff-ba lance-shee t to  custom er

• C ustom ers can be com m ercia l,
industria l, institu tiona l, o r governm enta l
(federa l, s ta te , m un ic ipa l)

• C haracteris tics:
� Innova tive  approach
� P erfo rm ance  based

� O ff-ba lance-shee t to  custom er



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

Q uestions To  A sk To  C hoose
The B est Fund ing  S o lu tions
Q uestions To  A sk To  C hooseQ uestions To  A sk To  C hoose
The B est Fund ing  S o lu tionsThe B est Fund ing  S o lu tions

• D o  you  have  budge t constra in ts  fo r th is  p ro ject?

• A re  you  com fortab le  w ith  add itiona l deb t on
your books?

• A re  you  in te rested  in  o ff-ba lance-shee t
financ ing?

• A re  you  com fortab le  w ith  the  risk  o f the
long-te rm  equ ipm ent perfo rm ance?

•• D o you  have  budge t constra in ts  fo r th is  p ro ject?D o you  have  budge t constra in ts  fo r th is  p ro ject?

•• A re  you  com fortab le  w ith  add itiona l deb t onA re  you  com fortab le  w ith  add itiona l deb t on
your books?your books?

•• A re  you  in te rested  in  o ff-ba lance-shee tA re  you  in te rested  in  o ff-ba lance-shee t
financ ing?financ ing?

•• A re  you  com fortab le  w ith  the  risk  o f theA re  you  com fortab le  w ith  the  risk  o f the
long-te rm  equ ipm ent perfo rm ance?long-te rm  equ ipm ent perfo rm ance?



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

P roven  K eys To  S uccessP roven  K eys To  S uccessP roven  K eys To  S uccess

• S horten  the  pro ject cyc le

• C ontro l the  process

• P erform  rea lity  check

• S e ll the  need, then the  m eans

• R em em ber cash is  k ing

•• S horten  the  pro ject cyc leS horten  the  pro ject cyc le

•• C ontro l the  processC ontro l the  process

•• P erform  rea lity  checkP erform  rea lity  check

•• S e ll the  need, then the  m eansS ell the  need, then the  m eans

•• R em em ber cash is  k ingR em em ber cash is  k ing



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

T im e Is  M oneyT im e Is  M oneyT im e Is  M oney

• C om m unica te  to  your C FO  that every
day the  pro ject is  no t im p lem ented,
your o rgan iza tion  is  th row ing aw ay $__
in  savings

• C om m unica te  to  your C FO  that every
day the  pro ject is  no t im p lem ented,
your o rgan iza tion  is  th row ing aw ay $__
in  savings



B
U

IL
D

IN
G

 M
O

M
E

N
T

U
M

S E C U R E  FU N D IN G

O bjective  M etO bjective  M etO bjective  M et

Y ou w ill be  ab le  to  eva lua te  fund ing
options fo r energy-e ffic iency upgrades
to  se lect o r recom m end one tha t is
appropria te  fo r your o rgan iza tion .
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